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Report on the First National Workshop on “Alternative Financial Intermediation for the Poor”

National Workshop on
“Alternative Finaa ! Tntermediation for the Poor”
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Introduction

Microfinance refers to the provision of financial services to poor households who are not able to gain access to
formal financial institutions. Microfinance is viewed as an important tool for poverty reduction. The Government
of Pakistan has been facilitating the growth of the microfinance industry and as a result of this, the number of
microfinance service providers and clients have increased rapidly, particularly over the past five years.
Microfinance product portfolio generally focuses on microcredit; however over the past few years other products
have been developed and are now available to clients, such as saving and micro insurance products.

While microfinance services have diversified and the numbers of clients have increased, there is growing
evidence that Micro Finance Institutions (MFIs) are only reaching the relatively better off members of poor
communities; that too in the mainstream parts of the country. Remote and marginal areas have much less
access to these services. The poorest segments of the community, particularly women, are outside the existing
microfinance network. In large parts of the country, there are cultural barriers that do not allow potential clients
to benefit from such products, i.e. people are adverse to interest-based microfinance products. Poorest
households, including their women members, do have a need for microfinance services but the current
microfinance framework does not meet their needs. Therefore, there is a need for alternative microfinance
intermediation for the poor.

Alternative Financial Intermediation for the Poor

Over the past few years, several organisations in the country have actively begun to provide alternative financial
intermediation for the poor. These alternative intermediations include the development of Shariah-compliant
microfinance products, Community Organisations (COs) devising self-directed and autonomous means of
using their own savings and initiation of community managed Community Investment Funds (CIFs). These
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alternative approaches seek to broaden the microfinance landscape in the country and to make it more inclusive
and client—driven and hence several 'best practices' have emerged.

It is with this background that the Rural Support Programmes Network (RSPN) decided to organise a one-day
workshop on “Alternative Financial Intermediation for the Poor”. The workshop took place in Islamabad and had
participants from both primary and secondary stakeholders in Government, the Rural Support Programmes
(RSPs), MFIs, Commercial Banks and Research Organisations. RSPN also invited community activists who
were practicing alternative financial approaches and products. Over 85 representatives from various
organisations attended; organisations such as the Government of Pakistan, the World Bank, the Asian
Development Bank, Kawish, Pakistan Microfinance Network and Akhuwat, to name a few.

The basic objective of the first national workshop was to discuss “Alternative Models of Financial Intermediation
for the Poor” in the country, particularly with a view to scaling up successful approaches to meet the potential
needs of poorest households and women in the mainstream and other areas of the country. The structure of the
workshop was in the form of presentations from practitioners of alternative financial models followed by a
question and answer session and discussion.

In her opening address to the workshop, Ms. Shandana Khan,
Chief Executive Officer RSPN welcomed the participants and
said that though there had been discussions and debates
around the workshop theme by different stakeholders in
various forms, this was the first national level effort to bring
them all together. By doing so, it would enable them to share
their experiences, to learn from each other and to scale up
their programmes.

Akhuwat
Dr. Amjad Saqib, Executive Director Akhuwat made a detailed presentation on the philosophy and practices of
the organisation. Akhuwat was established in 2001 and its
chief aim is to provide interest-free loans to underprivileged
people in the urban areas of Pakistan. By doing so, Akhuwat
the | hopes to enable these individuals to stand on their own feet by
helping themto start earning a livelihood for themselves.

The source of these interest-free loans is largely from the
charitable contributions of private philanthropists, the civil
society and to some extent from international donors. The
notion of using charity for interest-free loans comes from the

Dr. Saqib, Akhuwat

'Please see pg. 12 for Akhuwat's presentation
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concept of Mwakhaat or brotherhood. This brotherhood comes in the form of a Qarz-e-Hasna which is
essentially aloan which has nointerest and is provided to a needy individual.

Akhuwat provides these interest-free loans without any service charges. The methodology used to dishurse
these loans is by using mosques and churches in local communities. Programme introductions are made there
in order to let the local community know of Akhuwat and of its products and procedures. In terms of applying for a
loan, an individual only has to fill in an application form with Akhuwat staff. Abusiness plan is also prepared (with
the involvement of the applicant's entire family). Having done this, the application along with the business plan is
sent to the branch office, where the Branch Manager carries out a further technical appraisal. The final approval
is given by a loan approval committee which is made up of a unit, branch and area managers. The actual
disbursement takes place in the mosques and churches where such events take place two to three times a
month where over 100 loans are given out. Along with disbursing loans, Akhuwat also takes the opportunity to
provide awareness on various topics such as the importance of girls' education, ethical values in business,
traffic laws, etc.

Akhuwat's progress and achievements have been remarkable. It has a Qarz-e-Hasna fund of Rs. 120 million
which has been generated through local philanthropy. Through this fund, it has provided 43,000 loans across 21
branches in 15 cities. As far as the recovery rate, Akhuwat has a 99.5% recovery rate.

During the workshop, Dr. Sagib also introduced a new innovation which was taking place in Akhuwat; namely the
membership donation programme. He explained that in the programme, each member keeps a donation box in
which the member donates Rs. 1 daily. On average Rs. 1 is also donated by someone else. The monthly income
from each donation box is Rs. 60
(annually Rs. 720). Akhuwat
estimates that because of its
20,000 borrowers, it would
generate an annual fund of Rs.
14,400,000 (20,000 borrowers
with 20,000 donation boxes with
an income of Rs. 720 each
annually).

Dr. Sagib concluded by saying =—z aricpants from Sindh r {
that the Akhuwat model was

becoming a sustainable one by converting its own borrowers into donors. He also said that because of this, the
Akhuwat model was being widely replicated by other organisations.

Following on from Akhuwat's presentation, two organisations, Kawish and Mera Maan, presented their
programmes which were replications of the Akhuwat model. Both organisations briefed the participants about
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how they had adapted and used the Akhuwat model in their own organisations and for their clients.

Kawish Welfare Trust
Mr. Ammar Ahmad Tarin of Kawish Welfare Trust explained the history of the organisation and its transition to the
Akhuwat model. Kawish Welfare Trust was set up in 2003 as
a social welfare organisation. It started off by providing free
education and medical facilities for the poorest. It has an
operational area which covers 25 villages in Southern
Punjab and has expanded into Ziarat (helping those affected
by the earthquake) and into Mardan (working with IDPS).

In 2008, Kawish Welfare Trust started its microfinance
programme in Bahawalnagar, in collaboration with Akhuwat.

The principals of Kawish's microfinance programme are: s
o Interest-free loans Mr. Tarin, Kawish Welfare Trust

e  Smalland easily repayable repaymentinstalments
e  Loansare provided in kind; specifically motorbikes/bicycles and sewing machines

The purpose of providing these loans in kind (and that also specifically transportation and sewing machines) is
to improve the income and standard of living of the poorest by providing them with essential assets. Regarding
the provision of motorcycles and bicycles, Kawish feels that by removing the transportation barriers of the
poorest, it encourages poor families to ensure that their children attend school.

In terms of methodology, Kawish Welfare Trust provides these in-kind loans to the poorest of families on a merit-
basis. It also ensures that potential loan candidates are those families that can use the product for value-addition
in their profession. Additionally, potential candidates are also vetted as to whether they will be able to
comfortably pay back the repayments as to avoid any cases of debt burden on the families. Each potential loan
applicantis also meant to have a guarantor who vouches for their ability to repay.

So far, Kawish Welfare Trust has provided 50 sewing machines, 252 bicycles and five motorcycles to deserving
women and men. These men and women have generally been poor parents of Igra Schools' students, their
teachers and poor skilled entrepreneurs.

Kawish Welfare Trust has had a very rewarding experience in adopting the Akhuwat model which can be seen
by the fact that they have been receiving requests for loans from over 300 villages in and around the area. In
addition to this, what is heartening to see is that Kawish Welfare Trust has been receiving many requests from
individuals to become an Igra School teacher. The reason for this is put down to the fact that the role of the
teacherinthe village has been elevated even higher and is seen as an “agent for change”. As a result of this

? Please see pg. 14 for Kawish Welfare Trust's presentation
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positive response, Kawish Welfare Trust plans on increasing their coverage and to introduce “Family Enterprise
Loans” which will establish a business that would benefit the entire family.

MeraMaan
Another replication of the Akhuwat model has been implemented by Mera Maan, an organisation which has
been formed with the help of Empowerment thru Creative
Integration (ECI) and the Asia Foundation. Mera Maan works
in Chitral and in three districts of the Hazara Region; namely
Districts Haripur, Abbottabad and Mansehra.

“Aginancial Inter

Mera Maan works specifically with women who have ey
entrepreneurial skills but are unable to market their products.
The organisation encourages these women to form their own
Production Units (PUs) which are compromised of around 20
women each. Within these PUs, the women are asked to
assess the gaps in their income-generation activities and
based on the assessment, Mera Maan provides them with support such as technical trainings, business
trainings, etc. The PUs are also asked to develop an action plan for how they will overcome their barriers. In
addition to trainings, an important gap which was repeatedly identified was the lack of capital. In cases where
capital could be accessed, it was deemed counter-productive; capital from organisations such as banks and
MFIs. This was because of high interest rates, being against Shariah law, long bureaucratic processes and rude
behaviour of loan officers.

i
Presenter from Mera Maan

Therefore to bridge this gap, Mera Maan started to provide loans to the women in the PUs, based on the
Akhuwat model of loans being interest-free, Shariah-compliant and easy to process. In the case of Mera Maan,
because it does not see credit as its core function but rather as a support mechanism for skilled women, it has
provided loans only where they are truly required; rather than pushing credit in order to sustain the organisation
itself.

As a result, Mera Maan has provided Rs. 300,000 in the form of 29 loans to the women of various PUs. The
utilisation of these loans has been to purchase raw material, machinery, tools and equipment. As for their impact
on the women and their businesses, without these loans their businesses would have carried on. However

because of the loans, the profit-margins of the businesses have been greatly increased.

Aquestion and answer session followed their presentations with the presenters not only answering participants'
queries but also providing them with suggestions from their experiences. Some of the questions asked were:

Does Kawish Welfare Trust obtain both cost and profit on the repayment of their in-kind loans or does it just

* Please see pg. 17 for Mera Maan's presentation
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obtain the cost of the loan in their repayments?

Kawish Welfare Trust includes a Rs. 200 processing fee which it takes upfront when it provides its clients with in-
kind loans. The need for the Rs. 200 fee is to cover the operational costs required for providing the service.

Why does Akhuwat work in Punjab only?

Akhuwat works in both Sindh and NWFP
through other organisations carrying out the
Akhuwat model; as can be seen in the case
of Kawish Welfare Trust and Mera Maan.
However the reason for Akhuwat being
spread greatly across Punjab is because
Akhuwat itself is based in Punjab. However,
as resources are mobilised, Akhuwat will
move to Sindh and NWFP.

Does Mera Maan ask for a fixed amount of ' Questians being asked at the Workshop
savings from the womenin PUs?

Mera Maan does not have a fixed amount which each woman has to save; rather it depends on the individual
woman and her capacity to save. Naturally each woman will have a different level of skill and capacity, including
differing amounts of profit-margins enabling her to save different amounts of money.

What was the reaction of religious leaders and community members when Akhuwat started to conduct its
meetings in mosques and churches?

In the beginning there was resistance to Akhuwat using these religious venues where the stated reaction would
be that these are houses of God and people can only pray here. Akhuwat staff then had to explain to them that
traditionally mosques were used not only as places where prayers could be offered but that in the Prophet's
(PBUH) time, mosques were also a place of governance where courts would be held and matters of the
community would be discussed. Having overcome this successfully, the issue of allowing women into mosques
also came up. Akhuwat staff then again had to convince the community that in the history of Islam, women have
been allowed to enter mosques and to offer their prayers. Another issue which came up against Akhuwat staff
was that the religious leaders would say that Christians were not allowed to enter mosques as it would pollute
their mosques. Having to deal with such basic issues in this day and age was a challenge for Akhuwat. The
religious leaders were able to be persuaded because they were told that in the Prophet's (PBUH) time, he had
allowed Christians to enter mosques and to offer their prayers there.
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These religious leaders were convinced only because they were quoted examples from Islamic history and
persuaded that the doors of mosques should be kept open for everyone, no matter what their religion and that “if
people are not allowed inside mosques, then how do you expect to enter their hearts?”

Eventually Akhuwat was able to work with religious leaders to allow local mosques to be opened up to a greater
number of people which eventually brought the local community closer and at the same time avoided the
negative use of mosques, such as for terrorism.

Next a short video was shown to the participants of the address given by Mr. Shoaib Sultan Khan, Chairman
RSPN to the Annual Session of United Nations (UN) Commission on Sustainable Development.

Punjab Rural SupportProgramme

The next innovative product was presented by Mr. Niaz Hussain from the Punjab Rural Support Programme's
(PRSP) Sahiwal region and two community activists. The project entitled the “Internal Lending Pilot” is a
programme for utilising Community Organisation's (COs) savings in an effective and efficient manner for
productive purposes. The basic e —

concept of the programme ,,EQA_
arose from the fact that many a Nafinnal Wakshop o L
times, the savings of COs are
left un-utilised by its members
due to the savings being
insufficient to meet the needs of
all of the CO members.
Therefore PRSP developed the
concept of the Internal Lending
Pilot where participating COs
would pool their savings
together for the purpose of providing productive loans to its members. PRSP would then enhance their credit
pool by contributing a matching amount to the CO's fund. In practical terms, each CO would have their credit
pool doubled thereby enabling them to provide loans to all of its members.

SAlternistive Finmnces ! Brermedistion for the Poor™

Presentation by PRSP staff and CO Members

The pilotinvolved 12 COs with a total of 61 borrowers. The total amount of credit which was generated was Rs.
1,110,000 (Rs. 555,000 of members' savings with a Rs. 555,000 contribution being made by PRSP). Targeting
of the poorest members was done using the Poverty Scorecard (PSC). Another benefit of the pilot is that it is
managed by the COs themselves, thereby increasing their management skills and confidence. The loans
provided are also based on flexible terms and conditions. Generally loans have been provided for productive
purposes such as for the purchase of livestock, agricultural inputs and for purchasing supplies for small
enterprises. In terms of ease, members of women's COs have found the pilot especially helpful because it has

‘ Please see pg. 19 for PRSP's presentation
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become much easier for them to obtain micro-loans. Another benefit for women is that repayments can be made
much more simply; rightin their own neighbourhood.

National Rural Support Programme
The next presentation was by Mr. Niaz Ali Khan, Programme Officer Islamic Micro Finance, National Rural
Support Programme (NRSP) Mardan and activists of LSO Babuzai. They presented their product which was
Murabaha Financing. Murabaha is a micro-credit product which is Islamic and specifically suitable for those
communities which do not accept the concept of interest or service charges. In Murabaha, individuals who want
to purchase a good are sold that particular good by NRSP. NRSP purchases the good from a vendor and then
sells it to the borrower on a deferred payment plan which includes repayment in instalments; thus making it
easier for the client. All terms and conditions are discussed
and agreed with the client before the purchase of the product.
The procedure for the Murabaha is that demand for a product
is given to NRSP through a resolution from the member's CO.
Having received a demand, NRSP's officers carry out a
technical appraisal of the client and the product. Terms and
conditions being decided upon, an agreement is signed and
then given a final approval by the District Office. The purchase
of the good is done in the presence of the client and is then
sold to the client on a deferred repayment plan. The sale price
is already agreed upon which includes a profit margin as well.

16" Jume 2009
¢l Margala, Islamahg
—n

Mr. Khan, NRSP

As of April 2009, NRSP's Murabaha programme has been spread to a total of nine Union Councils with a total of
671 clients. The portfolio for the Murabaha programme is Rs. 11.4 million with a 100% recovery rate. Generally,
the majority of cases have been for the purchase of enterprise goods such as machinery, raw materials, motor
vehicle tyres, cement, etc. Other goods purchased have been agricultural inputs and purchase of livestock.

In terms of the experience of LSO Babuzai which works in the Mardan area, the Murabaha programme has
brought about several positive results. Firstly, the LSO has been able to successfully disburse Rs. 535,000 in the
form of loans to poor members in a duration of just three months. Secondly, because of the programme, the LSO
has found that their membership and coverage of households has increased from 59.8% to 62.9% in the very
same three months. In addition to this, LSO Babuzai has realised that the inclusion of the poorest and their
involvementhas increased greatly.

Regarding the image of the LSO and of NGOs in general in the locality, the LSO has felt a notable difference in
the attitude of the people. They feel that the local people are now more acceptable of them as they see that the
LSQis carrying outa programme which takes into consideration Islam and its beliefs.

*Please see pg. 21 for NRSP's presentation
*Please see pg. 23 for LSO Babuzai's presentation
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Sindh Rural Support Organisation
The next presentation was by Ms. Asma Soomro, Social Organiser Sindh Rural Support Organisation (SRSO)
and Ms. Sakina, a beneficiary. Their presentation was on the Community Investment Fund (CIF) programme
which was being run in the village of Maso Khan Machi, District Shikarpur, Sindh. SRSO donated a CIF fund to
Maso Khan Machi which is managed by organised women who are members of COs. In the case of Maso Khan
Machi, the COs in the village have also federated into a [T ——
Village Development Organisation (VDO). The CIF is
intended for only women and in addition is only available for o National Worl
the poorest of women. Regarding the identification of the | -« Alter - '-'_'Financial Inter
poorest, the programme uses the PSC exercise to determine %0
the poverty levels of the potential beneficiaries.

- 16" June 2
4% Hotel Margala,

Atotal of Rs. 304,000 has been disbursed through the COs
of VDO Maso Khan. This amount has benefited 54 poorest
women. On average each beneficiary was given a loan of
Rs. 5,000. The majority of loans given were used for the Ms. Asma, SRSO
purchase of livestock.

Sarhad Rural Support Programme

The next presentation was by Mr. Wasiq Ali Khan, Sarhad Rural Support Programme (SRSP) and a community
activist, on the Village Banking model of the SRSP. The Village Banking model was ideal for hard to reach
locations due to its low running costs. A Village Bank is essentially made up of ten COs (ofthe same gender) and
who are all willing and ready to manage and to meet their own
financial needs. Each Village Bank has three professional
staff and five volunteer staff members. The volunteer staff |
members are voted in by the General Body of the Village
Bank. The General Body also hires the paid staff of the Village
Bank. The General Body is made up of members of the COs
who each nominate their representative to sit in the General
Body. The management of the Village Bank is then trained by
SRSP on various skills such as how to manage and keep
records of the Village Bank and its transactions. With the - .
credit being provided by SRSP, the Village Bank provides the | Presentation by SRSP staff and Vilage Bank Represeriatves
money onwards to its borrowers.

The procedure for getting a loan from the Village Bank is kept as simple as possible. All applications are
assessed by the paid staff and put forward to a credit committee. Having narrowed down the applicants, the paid
staffthen verifies and appraises the applications by making visits to the potential borrowers. After being satisfied

"Please see pg. 27 for VDO Maso Khan's presentation
*Please see pg. 29 for SRSP's presentation
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with the borrower and their planned loan utilisation, the loan is disbursed. Generally loans are provided for
productive and income-generating activities.

So far, SRSP has 11 Village Banks; eight of which are being run by women exclusively. The total outreach of
these Village Banks is to over 2,000 rural households.

After the presentations, a question and answer session was held. Some of the questions which arose from the
presentations are mentioned below:

Do PRSP's CO members have the option of deciding on how they will utilise their loans?

PRSP CO members in the Internal Lending Pilot have the option of utilising their loans for any purpose; however
generally they are required to use their loans for income-generating activities. The trend has generally been for
the purchase of livestock and for agricultural inputs.

Regarding the need for Village Banks, does it really cost SRSP Rs. 44-91 to lend Rs. 100 in NWFP?

In Peshawar, the cost is lower because it is an urban area and
distances are not an issue. However in the remoter districts
such as Karak, Kohat, Haripur and Abbottabad, etc, the
transaction costs which go into providing a credit service are
higher because of the great distances. Therefore to avoid this
high cost, SRSP set up Village Banks in order to bring costs
lower in addition to reducing its risks. This is because the
Village Banks are owned and managed by the community
members themselves who ensure that they are run effectively.
Therefore setting up Village Banks was the best option as it
avoided the need for SRSP to move out of far-flung areas.

oy |
A participant in the Question and Answer session

How does NRSP carry out their procurement procedures efficiently while ensuring that the client is happy with
their product?

Having conducted the social and technical appraisals, the details of the required product are found out as in
what kind of product the client requires and what the costs are. Having approved the client, the client along with

the procurement officer goes to the market to purchase the product together.

Conclusion: Chairman RSPN's Comments
After the last presentation, Mr. Shoaib Sultan Khan concluded the workshop by saying that he had learnt about a
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lot of new and alternative methods of providing capital to the poorest. He reiterated the need for alternative
microfinance products for the poorest. He said that Pakistan has over 18 million households in 5,375 rural union
councils and that around 50 to 60 percent of the rural people were poor. They require the support of development
institutions to provide them with basic services; one of them being the provision of capital. He said that traditional
microfinance operations would not serve all of them. Therefore, different strategies and models were required to
reachthem.

He appreciated each model especially
the Islamic models developed by &
Akhuwat and NRSP Mardan. He further
said that the real challenge was now to
scale up the coverage so that a maximum
number of people should be reached tive Finar ' ' the
quickly. He said that his 32 years of |
experience of working with the
communities had taught him that
successful models need two things; one
replication of activists and second
replication of a support organisation to
sustain the operations. He added that to
make the operations sustainable, one
required Community Organisations and

would be replicated around the country and that one day Pakistan would be rid of one of its biggest problems;
poverty.

The workshop ended with Mr. Muhammad Ali Azizi, Specialist Social Mobilisation RSPN thanking everyone for
attending and participating in the workshop. He said that the workshop was a starting point and that each
organisation would hopefully take some of the ideas presented today to learn from them and to come up with
otherinnovative means of providing financial services, specifically for the poorest.
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Presentations

Alternative Financial

Intermediation for the Poor

16.6.2009
Dr. Muhammad Amjad Saqib

MICROFINANCE- ISSUES

+ High Cost
+ Interest
+ Group lending

o Confidentiality

o Group Exclusion

o Self Exclusion

o Fees and Commission by group leaders

+ Focus on women — Is it empowerment?

+ Reliance on international donors

+ Pursuing international agenda — Public Image

+ Expansion vs. Replication

« Sustainability - for whom? Organization vs. client

+ Big city Bias — Poor Towns are neglected

+ Mission drift — Business and Industry. It is no more a

domain of NGOs

+ Microfinance is more than Finance

STRUCTURE

Legal Enfity: Registered under Societies Registration
Act 1860
Member of Pakistan Microfinance: Network (PMN)

Registration with Pakistan Center for Philanthropy
(PCP)

Board of Directors

Executive Director

Executive Committee

BOD's Internal Audit Team

External Audit

Life Members/General Body

Head Office— Control, supervision, coordination

-

FEATURES & INNOVATIONS

Credit Pool — Qarz-e-Hasna Fund

Local Philanthropy — Rs. 120 million
Interestfree — No cost of capital, no service
charges

Individual based lending

Volunteerism and necessary compensation
Capacity development through borrowers
Use of Mosque and Church

Family loans instead of individual loans
Membership Donation Programme

PRODUCTS

Enterprise loans

AKHUWAT CITIES

« Lahore - Gujrat

_ + Rawal Pindi - Krore Pucca
* Social need loans Faisal Abad . Chiniot
. Housing loans Lodhran - Karachi (Slndh)
« Dunya Pur - Khair Pur (Sindh)
* Emergency loans + Jahanian - Multan
« Liberation loans * Dijkot - Bahawalnagar
Samundari - Sharaq Pur
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Kawish
Welfare
Trust ®

Kawish Welfare Trust ®

Introduction:
Kawish Welfare Trust ® is a social welfare org.
which was set up inJune 2003 with the aim of
providing free primary level education, medical
facilities for the poor and needy & Micro Finance
Program In the remote areas of Bahawalnagar.
Soon after its inception, Kawish has expanded its
area of operation In Kaghan, Ziarat & Mardan
(IDPs) to rescue, relief and rehabilitate the
effectives of respective calamity.

Kawish Model for Rural areas

Operational area: 25 villages in South Punjab

Start of intervention through education. June,
2003

Need emerged for holistic package.

Teachers as activists.
Health: April' 2004
Micro Finance; June' 2008

1000 Students and their parents as potential
recipients of micrafinance in a 40 km radius
area.

Future: Training and capacity building

Micro Finance Project

+ MicroFinance Project (Interest Free) has

been launched by the Joint Venture of

KAWISH and AKHUWAT to facilitate the

poor villagers in the remote areas of
Bahawalnagar.

* Interest Free & Sharia’h Compliant
+ Small Scale pay back Installments

Borrowers are becoming donors— turning into
a cooperative movement

Self help— Self reliance

Friends of Akhuwat — USA, UK, Canada, ME
Akhuwat on line (www.akhuwatonline.org)
Akhuwat Replications

Akhuwat Microfinance Bank

PROGRESS & ACHIEVEMENTS PHILANTHROPY - DONATION
June 10, 2009 I . S S
20012 &y b& millen
» Total Loans: 43,000 — .
» Amount Disbursed: Rs. 480 million - e
» Branches: 21 X 158 =ar
20045
« Cities: 18
20055 Rs 283 wilpan
+ Active Loans: 15,000
+ Loansused by Females: 42% 2007 =
» Recovery percentage: 99.5% 20074 Ha 237 o
+ Operational cost: 8% 2008,00 s 360 s0n
Totz) Cemdd Paal | Ry (254 milion
PROCESS NEW INITIATIVE
acmivrry LocaTION MEMBERSHIP DONATION
« Dialogue asque/Market
» Establishment of an office In mosgue Mosque PROGRAMM‘E
= Programme Introduction Maosgues/ Markat
« Receive Applications Office / Mosques = Every Borrower (Member) keeps a denation box
*. Boci} Serenning ‘,’é‘;&gfw - Donates Rs. 1 on daily basis
= Econamlc Appraisal Market /Mosques - ©Onan average Rs. 1 is donated by someone else
= Site Visit House/Markat .
» Guarantorsintarview Mosque/Place of = Total monthly donation Rs. 80 (Annual Rs. 720)
= Finalization of documents/case ﬁfﬁi'qf:fémce - Potential donation boxes: 20,000 Borrowers and
« Approval of case by loan committee Mosque/ Office 20,000 guarantors
= Cheque preparation Office =40.000
« Disbursement of cheque/social guidance Mosgue / Church !
» Fortnightly visits / manitoring Businass placs « Minimum donation boxes. 20,000
- R Deposit/social guida My / Follow= -
+ Subsequert Vist/monitoring varket T * Annlal donation:
= Sacond Loan Office / Record Boxes 20,000 x Rs. 720: Rs. 14,400,000
‘ CONCLUSION

Besides usual benefits of Microfinance
+ Spirit of sacrifice — Brotherhood
* Helping people through Qarz-e-Hasna

+ Converting borrowers into donors

13
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Akhuwat Micro Finance for Rural
Areas:

PURPOSE:

+ To increase income & enhance the living
standards of poor villagers.

+ Facilitating mobility & efficiency through
purchase of bicycles.

+ To motivate the parents living at a
distance to send their children to schools.

+ To learn the importance of saving.

Selection Criteria:

+ Poor / Deserving Person
+ On Merit
+ Can pay installments

» Use the asset for value addition in his
profession.

Backed by a guarantor

-

14
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Report on the First National Workshop on “Alternative Financial Intermediation for the Poor”

Usage of Bi-Cycles:

* Employmentrelated 15%

« Teachers 20%

« Students 15%

+ Agriculture related 30%

* Entrepreneurs 20%
Total 100%

Usage of Sewing Machines

+ Widows 10%
+ Teachers (wives) 10%
+ Students (mothers) 35%
+ Orphans (girls) 15 %
+ Tailors Females 20%
+» Tailors Male 10%

Total 100%

Success Story:

* | am an old man and work in the
fields. | have to walk 04 KM to
reach to the fields & water source
for irrigation. | got a Bi-Cycles from
Kawish-Akhuwat Project. Now, it's
very easy for me to reach agri
fields. It is also used for my
grandson to go'to school & market.

Success Indicators of Program:

« Ourawaiting list for next distribution has reached to
300 applicants an estimated cost Impact of Rs.1.5
million.

* Receiving requests from over 300 villages located in
far flung areas such as Fort Abbas, Minchan Abad
and Haroon Abad & even approx. 100 Km from our
site office.

+ 100 % on time return rate.

+ Minimal operational expenses

+ Frequent Requests received for Igra School's
Teacher post as his vital / respectable role of “Agent
for Change”.

Usage of Motor Cycles

* 100 % Motor cycles are provided to
the KAWISH staff at site and
teachers to add value to their life and
equipping with their own conveyance
to reach schools in time.

Total Beneficiaries Since June
2008:

S.No [tems Quantity Status

1 |[Motor Cycles 5 Provided

2 |Bi-Cycles 252 Provided

g |Sewing 50  |Provided
Machines '

Future Plans:

+ Creation of additional clustersin BNG district
+ Replication of Kawish Akhuwat model.

+ Addition of Family Enterprise Loans in
these vilages.These loans shall be given far
establishing a new business or expanding an
existing one.

The Family Enterprise Loans shall be
restricted to Rs. 8000- 10,000 each. The
individual has to come up with a viable
business plan to become eligible for the
Family Enterprise Loan.

Thank you for giving
us your valuable time
and attention.

Financial Analysis:

+ Startup Investment

Rs.865,000

Currentvalue of Assets in circulation:
+ Motor Cycles 05 Rs. 300,000
+ Bi-Cycles 252

Rs.1,260,000
+« Sew. Machines 50 Rs.

150.000

Total Rs.1,710.000

+ Startupinvestmentof Rs. 865,000isa
revolving fund which has resulted in
purchase of assets worth Rs. 1.7 million

Success Story:

—

+ | am a widow and | have 5 kids. |
got a sewing machine on Rs. 200
per month installment. | am a good
tailor. | provide stitching services in
the locality and earning for my kids.
Thank you Kawish-Akhuwat.
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Report on the First National Workshop on “Alternative Financial Intermediation for the Poor”

Waq‘l

What & Why Mera Maan?

Akhuwat - Micro Credit

For ECT
Creditnot a primary purpose — rather a support function

Over 7 months, progress as follows:

Loarn disbursed = Rs. 300,000

Total dishursements = 29

Purpose = purchase of raw material. machinery, Tools
equipments.

How has this type of Credit
made a DIFFERENCE?
Timely?
Opportunity to consult?
Need based - EC| does not sustain its
business through earnings from

income, so no need to persuade
someone to take a credit

" “ 7 & Program _ o _
" \% e Women's Livelihood Improvement
g Raa Programme through Advanced
Livelin® Marketing
inamertation Fusaig Focusing on Visibility, Ability, Mobility and
C 0 Connectivity
m% thg’-' The Asia Foundation
Mera Maan Mera Maan Process

Production Units Formation Process

Orvemition - oy Eapuire Vit

: 3 ! ) .
u ' “Cqproity fuiding ﬂ“ §
P4 oot 1 Gap vt ) R «

oy

Production Units Established
(Each Production Unitcomprises of
20 women each)

Formation of Business Units of 20 women
each

Naming the units and making producers
members

Making |D cards, visiting cards and sign
boards fortheir Plls

Identifying capacity gaps

Developing a plan of action for each unitte
include technical training, raw material
access, Improving quality, better linkages
with market, ete

What would happen if no credit?

« Businessescould have continued, but profit

margins much less

Examples
Sultan Preduction Unit purchased chick raw
material
Umeed Production Unit purchased Khadder
from Kamalia and embroidery raw material
Roshni Production Unit purchased raw
material for wooden frames
Rehnoma Production Unit purchased packing
machine

Ideas for the Future

How to do it CHEAPER, BETTER & FASTER?

-

Give a credit line to the Business Units?

- Purchase raw material in bulk and

provide credit in kind
Merge the concept of BC and savings

Credit— an Important Gap

Issues — high
Identified  mark-up,interest
e - unislamie,rude and
oo apap. 7 harsh behaviorof
.g. SRSP, ,
Khushhali ——.

& bureaucratic
Bank,BC or process, time lag
Bachat between application
Committee and approval

Akhuwat - Micro Credit

= /— BasedonTRUST —.of

Akhawatwith ECL, and
ECIwith community

Loan—interestFree

700 processing fee,
Easy dishursements -all
requests wellknownto
ECI

Loantaken only when

17
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Productive use of Community Saving

Community Saving utilization for Productive Purpose
(Internal Lending Pilot - ILP)
Basic Idea
Sharing of benefits among the savers
Capacity building
Terms of Partnership (step by step approach)
Identification of target beneficiaries

Report on the First National Workshop on “Alternative Financial Intermediation for the Poor”

Development Schemes

Project: Lining of Water Channel
Total Cost: Rs. 567,000

CO's Share: Rs. 114,000

PRSP's Share: Rs. 453,000

Total Length of the chanel: 2,125 Feet
Project Starting Date: 15-02-2008
Project Completion Date: 26-05-2008

Internal Lending Pilot (ILP)

Total Lean Amount: Rs. 140,000
CQO’'s Share: Rs. 70,000

PRSP's Share: Rs. 70,000

No. of Loans Disbursed: 9
Purpose of Loans: Livestock
Duration of Loans: 9 Months

WCO Shaheen

Village: 58/4-R

Date of Formation: 27-03-04
Name of President: Martha Jan
Name of Manager: Janet Pervaiz
No. of Members: 20

Savings: Rs. 51,000

Loan Details

Total Loan Amount: Rs. 542,000

Loan Amourit for Livestock: Rs. 530,000
Loan Amount for Enterprise: Rs. 12,000
Total No. of Loans: 45

Recovery Rate: 100%

Internal Lending Pilot (ILP)
PRSP Sahiwal Resion Disbursement , utilization & recovery
June 16, 2009 Roles & Responsibilities
Participating COs in the ILP Participating COs in the ILP
1. Alale COs
L ) No.af COy [
TotalCOs 12 No, of herrowers 4
Amountofcredil [Rs) BTO.000
No. of borrowers #1 O mentbere own savig (Rs) 435000
o ' PRSP canirilitin (R3] 435,000
Amount of credit (Rs) 1,110,000 2. Female COs
No.of COs 3
. d I . No of potrowers 15
COmembers own saving (Rs) 555,000 PR N
— . . 0 menbers own saviig (Re) 120,000
PRSP contribution (Rs) 555,000 PRSP eamrbution (As) 120,000
CO Al Tauheed

Village: 120/9L

Date of Formation: 30-09-06

Name of President: Mian Mehboob Alam
Name of Manager: Asghar Ali

No. of Members: 20

Savings: Rs. 87, 800

Loan Details

Total Loan Amount: Rs, 364,000

Loan Amount for Livestock: Rs. 248,000
LoanAmount for Enterprise: Rs. 118,000
Total No. of Loans: 30

Recovery Rate: 100%

19
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Internal Lending Pilot (ILP)

Total Loan Amount: Rs. 80,000
CO's'Share: Rs. 40,000
PRSP's Share: Rs. 40,000

No. of Loans Disbursed: 5
Purpese of Loanhs: Livestock
Duration of Loans: 9 Months

Thank You

20
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ISLAMIC MICRO FINANACE PROGRAMME

MURABAHA

NATIONAL RURAL SUPPORT PROGRAMME
NRSP-NWFP Region

By: NiazAll Khan
Program officer NRSP Mardan

Conceptof Islamic Financing

» Whatis Islamic Financing?

“Islamic Financing is interest free Asset Backed
Financing governed by the principles of Islamic
Shariali™

Islanuc Fmancng distinguishes from Conventional Financmeg m
four basic principles:

1. Interest Free Transactions.

2.Risk Sharing

3. Asset& Service Backing

4. Contracmal Certainty( Gharar free contracts)

NRSPMARDAN

What is MURABAHA

The word “Nurabahia™ has been derived [rom
the Arabic word “Ribah", which has literary
meaning of profit.

Murabaha is a particular kind of sale where
Seller expressly mentions The original purchase
price. the cost it has incurred on purchase of
Asset (). and sells it to another person by
adding some profit. which is known to Buyer,

Purchase value + Cost+ profit Margin = Murabaha,

NRSPMARDAN

Shariah Legitimacy of Murabaha:

Qura'an: “Itis no crime for you to seek the bounty of your
Lord” [Surah Ale Imran: 188]

g A s
Wi i

“Allah has permitted trading and forbidden Riba
[Surah Al-Bagatah: 276]

Different Modes of Islamic Financing

Islamic Modes

Ground Work done by NRSP Mardan region
for Murabaha program.

« Focused work statted on Murabaha mode of Finance in
2007/08,

+ Darul Ulom Deoband India and The Bank of Khyber
(Islamic Banking Division) Peshawar provided remarkable
support in Designing Murabaha mode of Finance.

» Daml Uloom Deoband India, Darltloom Hagania
Alkora Khattak jamea Benori town Karachi ,and Sharial
Adviser of The Bank Of Khyber (IBD) have issued Fatwa
for practical implementation of Murabaha.

ANy e vernimsmnssensnnins

*  Theouslomes spprosches NRSP valh e request fon purchasing: goods
«  NRSPpurchases goods from vendel Ihrough procurement oifiope and

Facenves ille f Owrership (1om the Ve

* NRSP makes payment 1o the vendor @ither hvough cross chespim,

o chaxjue

*  HNRSP sales goods locusiomsr with owival agresd tenms and
W

condilions on differed

+ Theclient recsives goods with itk of adwers i

NRSPMARDAN

+ First stage: Theclient approaches the Organization through

resolution to buy a Halal comumnodity.

+ Theclient is socially appraised by sales officer 1 and technically

by sales officer 2.

+ Shariah Adviser appraised the wansition from Sharial pointof

view,

. Quaqﬁt}’. quality. price. place of purchase. profit margin mode

and time of repayment is mutially discussed with chent before
enteritig it real agreentent.

+ Theclient and the organization sign an agreement (Wada

Murabaha) in presence of two wititess, where the client promise
10 buy aud the nstimtion promise to sell that particnlar
commodity.

+  Case is sent 1o Distt Office for upproval entry in MIS and

chizgque preparation. I
prep. NASPMARDAN

+ All necessary formats and program methodology
developed for Murabaha were approved from Darul
Uloom Deoband India Dar-ul- Uloom Haganiaand the
Shariah board of the Bank of Khyber (IBD).

* Local Ulema and Molvies in the programarea were also
briefed and consulted regarding Murabaha.

» A qualified Mufii was hired as a Shraiah adviser for
Shariah complaint transaction of Murabaha.

» General workshopsand meetingswere conducted inthe
selected union council focusing on Murabaha.

+ Focus is given to initiate prograin in new area and fotin
new Community organizations/Group for Murabaha.

NRSPMARDAN

* Murabaha activities was initiated in an non intervened
union council as a pilot project in Nov 2007.

*» Tora Shariah complaint Murabaha program sources of
funds must be Halal (Interest free).

« The Bank of Khyber (istamic Banking Division ) provided 03
million funds under Mudaraba mode to NRSP Mardan
region for the pilot project of Murabaha.

» After successful implementation of Murabaha program
in one union council. Then in Nov. 2008 PPAF
pprovided 70 million fund for Murabaha activities under
MIOP (Micro finance imiovation out reach progran) for 12 union
councils in two Districts.

NRSP-MARDAN

Second stage: Procurement officer (mostly m presence of the

client putchases the commodity as mentioned in Wada

Murabahain open market for the instimtion and take its

possession.

1In some cases the organization purchases commodity through

an agent by signing an agency agreement with the agent.

Pavment is direaily made to the vender in Order cheque /cross

cheque.

The commodities come in possession of the organization and

organization is responsible for fts profit and lose before sale it

10 the chienr ,

Third stage: The client request the organization for

Kltfcha_s' that particular commodity. Organization accepts
ws'her ofter 7

Both, client and procurement officer is mutally agreed o, all

terms and conditions of the transaction under Murabaha mode

which include Profit margin , Mode and time of repayment.

Fourthstage

A unilateral agreement called Mamla Murabaha or
Murabaha agreement is signed between the client
and Procurement officer in presence of two
guarantors.

The commodities is handed over to the clients and
goes to his ownership.

Now the client is responsible for profit and loss of
that particular commodity.

Repayment schedule is handed over to the client.
Thusa Shariah compliant transaction under
Murabaha mode is completed

NRSPMARDAN




Important Rules for Murabaha
+ Mutabaha finance i5 not a loan given on interest. it is a sale

of goods for cash/deferred price.

* The Subject of sale must be Halal and pliysically exist a1 the

time of sale.

* Thesubject of sale must be in the ownership of sellerat the
time of sale, in the sense that the commodity mnst be in his

risk, though for a short period.

+ Thesubject of sale must bein physical or constructive
possession of the seller when hie sells itto anothér person.

« Thesale must be instant and absolite,

* The subjectof sale must be a property of value and having

physical existence.

Constructive possesson means & sitiaton where the possessor fias mit laken the

* The subject of sale nmst be specifically known and
identified to the buyer.

* Thedelivery of the sold commodity to the buyermusi be
certain and should not depend on a contingency or
chance.

* The certainty of price is a necessary condition for the
wvalidity of a sale. If the price is uncertain. the sale is void.

« The subject of sale must not in the ownerof Client prior
to Murabaha agreement.

* Oncethe priceis fixed, it cannot decreased incase of
earlier pavment, nor ¢an it be increased in case of default.

* Murabaha agreement must be unconditional.

Sector wise Disbursement

Sectors | cases | Amount
Enterprises 388 6.39 0
Agri, Inputs 135 2.2M
Live stock 148 245M
.To_:al 671 11043

Enterprise Consume gogis, Halise materisl miw malerial eqpifment, cars Srmal
machinenes, loals’ Wiridows: and doors. Brioks Cements. Titor Motar venmlwsruk. -
and severnl dihes tems PMARDAN

Sector wise purchases

T 7
mLiw o
| i e

Enterprise Comsumer gapds. Hovsa matsnal, 1@ matenal squpment
carts Small mactmsnes Tl Winillews and toars Brcks. Semehts Torm
viiiicie s, atid el otbit Eam

LE

phy dehvary of thy et e y hias come into. tns.control | NRSPMARDAN
Purchasing sectors Mode of Recovery
~ . T Sector i Profit Mode ofle rate
» Live stocks sl [remees .
Fattening. Trading, Milk Animal Lotedvodie Ry 2 ¥onty | et
=t = o S I 3
« Agriculture Inputs, ¥ Agri Tagurs | Seml Annusl |(0616 8 Flareate 230
Seeds, Fertilizers, Pesticides, Plants, § T s TR =
£l . 03 L1 slallmmh ;mﬁﬂl& ig=1 24
agriculture machineries. - e
» Small Enterprises: Small Business « Maimum amount for fitst purchase R&20:000
« Loan perisd 12 Morths

* Others purchases

Consumergeods, House matenal, rawmatanal, egui :
Small machuneries, mols, Windors aad doos, Bocks, Cemens, T

Motorrecle e

Issues we faced initially

Tochange mind set of community towards Riba free
transactions.

Tnitially we worked with agent model, but Liter on we
avoided this madel due to several problems.
Procurement officerwas hired and designated for real
transactions.

A sharia adviser was hired to monitor sharia complaint
transactions.

Tormats were e revised and simplified fron time to time
for Shariall compliant transaction. 7

Working with existing micro eradit community was
challengingwork.

NRSPMARDAN

Purchases and verification of live stock transaction were
alwaysa challenge forus in Murabaha.

For sustainability profit rate were revised.
Processing fee was abolished as a non Sharial element in
Nfrabaha.

Tnitially existing MIS did nol sypport transaction for

aceurate reporting and financial analysis.

Murabaha activities could be more fruitful if initiated in
uew area with new staff.

Ounly professional, trustworthy, and willing staffshould
hired for Murabaha.

In'some cases cash paymentto vendersis risky particularly
inrural area.

Monitoring system

i Activities Monitors

iSadIilAppraissi Sales Officer 1

iTechniﬁt Appraisal Sales Officer 2

iShariah Appraisal Shariah Adviser

Procurement Precurement officer

Program officer Visits to field and VBs
MRSPMARDAN'

Disbursement as of April 09

Particulars Detall
Total Union councils 09
Total clients 671
Portfolio 11.04 M
Average Purchase per 16483
Recovery rate ' 100%

Some positives aspects of the program

+ Murabaha is a Shariah compliant agreement for sale of goods
on deferred payiment.

« Program coverage and the number of elientscan be easily
increased as the activities 1s Shariah compliant and accepted by
all.

o There isa rich diversity in Murabaha program

+ Loeal Ulumna and Molviescan be utilizedas activists in the

program area.

We have also accessed those people those were irritated due to

Riba element in conventional Credit program.

* Murabahais assels baked fnancing and can be utilize mostly
in productive purposes. i-¢ purchasing productive goods.

NRSHMARDAN

Continue..........

* We can purchase all type of products in several sectorsas
compare with conventional three sector of micro credit 1-¢
Agri mput, Live stock, Enferprise.

+ Nocenncism from religious minded community as Murabaha
activity is Riba free.

* We can easily improve program coveraze and portfolio of clean

client as the activities 1s Shariah compliant.

Properand aecurate milization of money i productive items.

Thereis a rich diversity i Murabaha program

Local Uluma and Molvies are playingrole of activist in the

PIOETAm Area.

+ We have accessed the people those were irritated due 1o Riba
factorin Our Credit program.

NRSPMARDAN
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Report on the First National Workshop on “Alternative Financial Intermediation for the Poor”

Introduction

» LSO Babozai was formed on 2''! August 2007.in the U/C
of Babozai with the support of NRSP. |t is located 32 Km
in the North East of Mardan.

+ LSO Babozai consists of three VDOs namely, upper
Aﬂbakhaﬂ.LoWer Abakhiel and Bharatkheil. Total COs are

+ Afterthe formation of the LSO, LSO Babozal conducted
the Score Card Survey of households in the U/C and
started Murabaha Mode of transaction for the financial
support of the poorest in the U/C.

+ The LSO started Murabaha Made of Transaction with the
support of NRSP on 15" March 2009 after taking its
approval from the local Ulemas and Muftis.

Report on the First National Workshop on “Alternative Financial Intermediation for the Poor”

Terms and Conditions

Only CO members can avail the credit
from the LSO.

+ Each loanee will provide two CO members
as a guarantor to the LSO for Credit.

.

The ceiling rate of credit is upto Rs.
30,000. The time period is ten months,
while profit is 15% on flat rate.

Record Keeping
+ As LSO Bahozal |s operating their
Murabaha Mode of Transaction in'a limited
area and; therefore its credit records are
manually recorded due to lack of
resources and small scale.

+ The credit records consist of Main Credit
tegister, Recovery Installments register
and Recovery lump sum register.

* The LSC also allotting separate Sanction
number to each credit case.

Objectives

+ To give financial support te the poor of the U/C.

*+ Tostart an Islamic Mode of Financing, which is

acceptable to the people of the area, according to their
Religious and Cultural values on simple conditions.

+ To bring positive change in the life standards of those

poor in the U/C, who have no access to commercial
banks and other financial institutiens.

+ To make the poor be able to utilise the available

resources. to generate additional capital and resources.

Methodoloqy

* Request of the loanee from CO through
resolution for credit to the LSO.

+ Social and Technical appraisal by Field
Coordinator of the LSO.

+ Approval of the LSO for credit.

» Purchase of products by Purchase
Committee of the LSO.

« After taking the possession of products by

the LSO, they are handed over to the loanee.

Monitoring System

* The Executive Body members of the LSO
and VDOS are responsible for utilization
and recovery of the eredit and the LSO
has allocated different areas of the U/C to
each(E.B) member for credit Operation.

Achievements

* The LSO has disbursed the total amount
of Rs. 0.535 Milljon to 24 CO members,
from which the poor are increasing their
income in different sectors.

» Before starting the Murabaha Mode of
Transaction, the coverage of the LSO was
59.8%(863 members), while presently the
coverage is 82.9%(908 members).

Targeting Strateqy

To involve the poor of the U/C directly, by
giving them financial support through
Murabaha Mode of Transaction.

The LSO will Support the Extremely Poor
of the U/C, in the field of education and
health from the income of Murabaha.

Planning for LSOs

* Programme Introductions and Activist
workshops will be conducted for score cards,
COs and VDOs formation in Mardan, Swabi and
Nowshehra Districts.

*» VDO and LSO formation in Shamozai.

= 23 U/C have been selected for LSOs formation
and steps for its formation had been initiated.

« Supervision and Guidance of Internal Credit
system in the LSOs of Babozai and Kot Maina.
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Lesson learnt

+ LSO Babozai is giving such kindsof senices through
MurabahaMode of transaction, iIn'which
1- Poor of the U/C are dirsctly involvad in the cradit
system
2-Thie Poor will benefit frem Ihe incomea of
Murabgha ofthe LSO

+ Through Murabaha Mode of Transaction of the LSO, the
Iocel people of thearea took the-expression that NGOs
are working for the development of the poor féllowing
|stamicvallss arid metkadalogy

+ Theweakniass 6FLSO Murabaha isihat our credit record
ismanually-kept dueto lackof resources and [imitzd
credit operation

Message of LSO Babozai

» LSOs could play a vital role in the
Development of poor people if the same
setup is started in each U/C; throughout
the country .

26
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What is CIF? VDO Profile
| ' CIF and Women's Empowerment
== gew « CIFisa fund managed by women of organised ——, PY——
o communities; in WCOs and VDOs : ' T —— R i
Empowering t . Wayof empoering women in rural areas, by FE—— T * CIF can'en?lpow%r womﬁn. both
of - as, by = - economically and socia
Women_Of Rural 1. Providing the poorest of women with micro loans Dste of Fornation 26-0¢, 2908 . y . y .
Pakistan ; and grants Disbursement of GIF Rs. 304,000 * Provides a way of letting them find choices
7 2. Allowing the women to manage the fund themselves Total CIF Sensficiaries 54 for themselves
. ;’erms and r:onditions-.1 such 35 uti_li_satio;. loan Extremely Poor (0 10 11) 4 » Strengthens women's networks
uration, repayment plan and service charge Chronically Poor (12 to 18) 32 o Bl ; ; ;
are decided jointly by the women in WCOs and ————— 18 Builds their social capital
VDOs Non Poor (24 10 100) o + Makes them realise their own potential

CIF Components

What is CIF?

+ Only condition of CIF is that the fund
should be utilised by only the poorest of
women, but not depleted.

+ |dentification of the poorest is done
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